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Ethical values
As core cognitive beliefs, ethical values transcend specific situations and serve as guiding principles in lawyer's lives when legal problems are placed within a moral framework (Ross, 2010) . Ethical values and their associated philosophies attach meaning and importance to certain attitudes and action; this meaning enables lawyers to develop sensitivity and judgment to what is appropriate behavior in a given situation (Rest and Narváez, 1994) . By inculcating a strong understanding of what constitutes moral action in terms of their own personal ethical framework, a lawyer may go beyond the rules of the law and extend professional codes of conduct into all aspects of social life. 1 Two ethical philosophies are particularly relevant to the discussion of what constitutes moral legitimacy in the legal profession: Kant's ethical duties view that morality is inextricably tied to rationality and the application of logically consistent maxims or principles, and Aristotle's virtue ethics view that morality is manifest foremost in the character and integrity of a person (Grace and Cohen, 2010) . Following Kantian-type logic, lawyers act ethically when they seek logical consistency between their ethical beliefs and actions and subjectively choose acts that are consistent with accepted standards of the moral law. For example, actions that are logically consistent with the maxim of treating others with respect and dignity will be judged morally legitimate by clients, the public and the profession given this maxim fuses with socially acceptable principles of 'rightness'. Actions judged as lacking any moral legitimacy will often be seen as self-interested manipulation, hollow empty gestures that fail to promote societal welfare. organization as they see it" (Suchman, 1995, p. 574) . Organizational activity construed as legitimate will generally be seen as plausible, necessary and inevitable based on some takenfor-granted cultural account. For example, a firm that devotes a proportion of its time to pro bono work may have the affirmative backing of its lawyers if the work meshes seamlessly with the firm's established history of personal injury/social justice work. When any work activity is regarded as a 'given', a continuation of something that has been established over time, it generally proves more "predictable, meaningful, and inviting" to a social group (Suchman, 1995, p. 582) . Taken-for-granted aspects of organizational life are perhaps the most powerful sources of legitimacy given the common response of people not to question the status quo and to accept structures that seem to be permanent and working well (as justified in the golden rule, 'if it ain't broke, don't fix it').
Pragmatic legitimacy
Pragmatic legitimacy "rests on the self-interested calculations of an organization's most immediate audiences" (Suchman, 1995, p. 578) . This immediate exchange in a legal firm is often between partners and associates and lawyers and clients and involves some evaluation of organization action in respect to how it benefits a particular individual or group. As an economic exchange, pragmatic legitimacy may boil down to partners addressing the question 'what's in it for me' by providing lawyers in the firm with monetary incentives for taking on additional client roles and duties. As an influence exchange, pragmatic legitimacy may rest on lawyers gaining a greater voice on decisions that impact their daily working lives ('what's in it for us'). As technology blurs the boundaries between work and home life, pragmatic legitimacy is increasingly reflecting lawyers' social-moral concerns about working hours, billing targets, flexible working arrangements and how lawyers are respected and treated at work (Eyers, 2008; Pheasant, 2002) .
Case study
Bensons (a pseudonym) is a mid-tier firm (122 employees) with its main office in Sydney. It specializes in personal injury (45 per cent) work and also offers services in commercial litigation and dispute resolution (20 per cent), property law (15 per cent), employment and industrial relations (10 per cent), and probate, wills and estate planning (10 per cent).
Founded in 1899, the family firm has an established reputation for personal client contact and service, particularly in respect to work for not-for-profit organizations and church orders.
Throughout its history, the firm has strived to combat perceived injustice by acting as champions for people in dire straits referred to in the vernacular as the 'Aussie battler'.
Recently, the firm has expanded and taken on commercial work for a number of large corporate entities. Time recording and fees billed targets are set for all practitioners (e.g. Dr Richard Winter, Research School of Management, The Australian National University: richard.winter@anu.edu.au 8 lawyers engaged in personal injury service between 100 and 120 clients per year). Although these targets are average by industry standards, there is a high expectation to meet the standards. Occupying two floors of its functional Sydney offices, the firm is focused on maintaining its family orientation and preserving a stable partnership which manages to balance the concerns of staff whilst servicing the demands of individual clients.
Data collection and analysis
Access to the firm was made possible by the firm's general manager expressing interest in the project at a legal management conference in Sydney. Subsequently, partners and lawyers were invited to participate in a project exploring the values and working relationships of lawyers.
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In December 2008, interviews were conducted with eight lawyers (six female, two male), two legal clerks (one male, one female), and six partners (five male, one female) responsible for a major area of work. The average age of lawyers/legal clerks was approximately twenty-seven and for partners fifty-three. All of the lawyers/legal clerks had less than three years of experience within the firm and spent most of their time in litigation work. By contrast, partners had more than ten years experience within the firm (two senior partners had amassed forty-five and forty-nine years experience as lawyers) and were engaged in litigation and property related work.
A protocol was developed to ensure a consistent approach to the interviews (Yin, 2003) .
Interviews were designed as structured conversations and contained a number of probes to elicit sufficient depth and detail from respondents (Rubin and Rubin, 2005) . In order to tapinto respondents' ideologies and values orientations with respect to their work and profession, questions were prepared around ideal aspects of professional practice as discussed in Wallace and Kay's (2008) study of legal firms. Consequently, partners and lawyers were asked to explain what autonomy, flexibility, work ethic, and success means to them in their work. Since these conceptions of professional practice help to justify individual-organization success and goal achievement (Beyer, 1981) , they were considered ideal mechanisms for imbuing meaning into what lawyers thought they should do (and not do) in their legal practice. To make sense of professional ideals in the workplace, respondents were also asked to: (1) state their reasons and motivation for beginning a career in law, (2) describe key aspects of their role and working relationships, and (3) comment on professional ideals that they hold dear.
All interviews were recorded (each interview lasted on average fifty-five minutes), transcribed verbatim, and analyzed by the author. Transcripts were read a number of times before qualitative coding techniques were utilized to describe events and contexts and to develop categories and themes (Morse and Richards, 2002) . Codes were often grounded in the words of respondents to prevent categories being formed at too high a level of abstraction.
The interpretation of data was aided by written feedback from individual partners; this resulted in no changes being made to the interview data.
Findings

Moral legitimacy
Partners' ideals in respect to helping individual clients reflected a strong sense of moral legitimacy in being "the right thing to do" (Suchman, 1995, p. 
579). Partners measured their own success in terms of fighting the good fight and directly affecting the lives of people.
These judgments reflected not just a dedication to serving clients and their needs, but a professional obligation couched in terms of a social contract with society (Davis, 2002) . This social contract is honored when the firm takes on personal injury work that other firms would refuse, acts for religious orders, and wins cases that are socially just and desirable. Actively helping individual clients in times of need also seemed to be tied to each partner's sense of professional identity. A senior partner recollected: "I got satisfaction from helping people as soon as I started practicing law" and "if I was acting for insurance companies it's too impersonal, you don't directly affect the lives of people". A younger partner concurred with this viewpoint echoing that "an important part of the law is to help people in dire straits; helping individuals is more rewarding than fixing a corporate problem". He added "success to me is putting a smile on someone's face, solving their problem, digging them out of the mud, Conducting professional duties in accordance with a strong moral outlook is not behavior we often associate with lawyers, particularly those that practice in large commercial law firms (Linowitz, 1994; Mescher, 2008) . In such firms, lawyers face constant pressures to identify with clients that reward them for advice they want to hear. One major criticism is that in the process of identifying closely with their clients and giving more weight to their own financial interests, lawyers act as mere businessmen and dispense with ethical considerations. In this firm, no evidence was found of lawyers surrendering their professional integrity at the expense of financial or client interests. This may be because the firm's partners have intentionally managed the business over the years to preserve its family orientation and independence and not be beholden to the demands of large commercial 
Conclusion
This case study has shed some light on how partners' professional ideals and ethical values shape the everyday life of lawyers in a mid-tier firm. It suggests a firm can evolve into a moral community and claim a 'goodness payoff' when its members collectively act in a principled manner and pursue work activities that others, inside and outside the firm, perceive as legitimate and socially desirable. However, a word of caution needs to be tendered in respect to study findings. The study relied principally on partner and lawyer interview data and did not triangulate other data collection techniques to strengthen the credibility of findings (Morse and Richards, 2002) . Moreover, gaining access to partners and lawyers in different settings over a period of time would allow greater insights into how professional ideals and ethical values might sustain a moral community in legal practice. In accordance with a University Ethics Protocol, partners and lawyers consented in writing to a recorded interview, the collection of demographic data (e.g. age, time in firm, work specialization), and allowing interview data to be used for publication purposes.
